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1. Background of this report 

This report is based on my experience of working at TDK Corporation for 30 years, of 
which 7 years were spent in Japan, 13 years in the United States and 10 years in Europe. 
I have created the Global Cross-Border Management System for the Sales and 
Marketing function of TDK in last 15 years. With the development of computer 
information technology, I have established the on line, on time management system in 
Europe, a continent of diverse features, such as country, language, culture, currency and 
law etc, We named this Cross-Border Management System as "Multi-dimensional 
Matrix Management System = MMM System". 

We were vei*y successful in our business with the implementation of MMM system in 
our European division. I was appointed a member of the Board of TDK Corporation 
in Japan in 1998 and have now been requested to implement this successful MMM 
system worldwide, both horizontally and vertically to include the engineering and 
production divisions. 

Based on the experience of the Electronic Components' Business of TDK 

Corporation. Started from American market and then to the European and Global 
markets. 

This is a real story of how TDK could expand business by crossing borders, 
crossing functions, and adding wisdom from trial and error. 

Focused to the area of Sales and Marketing world wide(Horizonta) Integration) / ^1 
and going to expand (Vertical Integration) to link to the manufacturing and/ 
engineering to cover the complete supply chain. ' 
How we have coped with the changes of the market requirement by setting up 
the strategies, objectives and tactics to be a competitive company world wide. 
Information Technology- : hg^ceaUy enabled us to manage the objectives multi- 
dimensionally and C^ ulti/C rossJ functionally. The historical approach is 
introduced such as copying papers when the computer was not available, sorting 
objectives through products/territory/application sets/customers to the semi- 
automatic computer control by File Maker software and to the full automatic on 
line, one time control by Lotus Notes. 

Thi§. report is to explain how the evolution of IT made it possible for TDK to manage 
okfr^grobal operation multi-dimensionally and how impojjant it was for the Qjumafr) 
management to achieve jcwf mutual objectives, -QgMneofy of MMM System can be 
applied to "the transnational management l^tjtie many other global companies. 

2. Outline of MMM System 

2 A The key to the success of MMM S ystem is evolution of IT & leadership 

The? Information Technologvand/Human Management 1»^4he strong and persistent 
leadership to ^d r su e each^axiso^ectivega^the^keyfto tne success of this system. 

A^7r> — b-^ -o^^_.. N ^p-".-^^-^ "^^-^ — :=--<js-JL 
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In the Electronics Industries, especially in the components business, we have to focus 
on the market not only through one axis such as products but also focus on the 
geographical territories, Application Set (market field) and customers. 
j^our<^Ls are, 

• Product 
Territory 

Set (Application set such as TV, Computer) 
Account (Customer) 



How to tmm^e t o set up$i$ek)bjectives simhdtaneousl y-which~\vUL4>e related to all four 
axi:31^(f l*w under^miforme^ strategy .are the-key-to-the 

• Simultaneous -f oimAra s managemenw'Product/Temtory/^ 

• On time, on line information sharin^ver'JhCjtime and distance gaps 

• Consent &6jective setting over the differenc^bf country, language, 
culture, currency and ethics etc. 

• Relentless execution of objectives no matter what barriers are being set. 

jftfe named this a^["Multi-dimensional Matrix Management System", MMM System. 
Recent developnfterr^f IT enabled this management to be available with high speed and 
flexibility^bridging the ^Japs of Time and Distance. 
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2.2 Objective Management of Global Company 

The coreieast of/MMM System is/Major jQbjective Progress System (MOPS) where 
JJ>«£ corporate polity is implemente^throughM'a^is of Product/Territory/Set/ Account by 
each matrix manager and is pursued by eacff OS(Outside Sales person) communicating 
multi-dimensionally in the computer network with full utilization of Information 
Technology. 

"TKjStatus is updated on time, on line and results are evaluated by the managers and linked 
to the incentive program of each OS. The best method to implement the corporate 
policy and culture is to set uppt^ clear objectives with^ystall^^^^onnation sharing 
with anybody, anywhere, anytime and J^a3ue$e^ should be 

evaluated fairly. Each year, we gather ed all related persons/in one liog^iOT^m^stly 
isolated from the daily work, for 4-5 days and set up the objectives ^^conl&nsus 
before starting the new fiscal year. After the fist half of the fiscaT^arf^^^^emble 
again and revi^w ;lj tF^jprogress of those pbj^ive^^hich were set 6 months' ago. 
Twice a year^we-=h&¥e=t&s.deep discuss^n^y^an3~iiight. The last dinner at the end of 
the meeting is always very relaxe^JwtCcrazy, exciting, and pleasant. AH members carry <r _ a '^r 
tjteS^excited emotional team spirit! liack to their home^p^^^WeT^ll^his meetingJa^ ^^^^ 
"Wet Communication" and the information which is exchanged through the network 
is called "Dry Information". 

Information has to &i flow07to Anybody, Anywhere, Anytime quickly but correctly, . 
however, when we need real communication, it should be deep and wet with e <- 
"heartwave " manner. 



2.3 Evolution of IT 

The information/data in our computer network-a#©=aH ^nalysed down to the four axis of 
Product/Territory/Set/ Account and everyone can &cess7t^ Or~ 
i nformati on on jfrne^pd on-line. All salesmen have a laptop computer and this allows 
them access ^^©uPno^P server from anywhere at anytime. They are equipped with 



mobile wireless connections and ISDN lines to theiifhome jjo maximize the utilization 
of their time and our shared infonnatign^^^^^^^^ 
The following information ar? in a standardized format and ^^beiflg shared by 
everyone. ^ 

MDS (Management Decision Support System) as Commercial Indicator^ 
MTBA (Management Target for Business Administration) as Financial Indicate)^ 
SIPS (Sample/Inquiry Progress System) as Inquiry Follow Up 
Public Folder as Information Data Base 
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2.4 New type of leadership irvisr the Involution of IT 




ib&€hart2 



IT'% something n «v» 



Traditional Style = 

Classical Music 
Pyramid Structure 



• Hierarchical and passive 

• No Mutuality 

• No Information Sharing 

• No Flexibility 




The traditional management style is like the conductor of the classical music where the 
^onmuni^a^^fl^^ on 'y one wa y fr° m the conductor fo^th^ play^s^TRis IP 
ee mp^S^t o the ^ramld structure of^traditional managemefru V^ET^F we think our 
market is only domestic and it is not necessary to coordinate with other territory, 
products, application and customers, we could have applied this style^As mentioned 
before, .we are forced ton^nage^ur ax|s~~and communicateYeacnother, reacting 
flexibl>%ach other^v&ttefc is called Tike JazzBand Network Styled This style is shown 
in the cmntti F^^j^ 3 
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There is no conductor, unlikefclassical music, in the Jazz band, ^fter playing together 
for one chorus Wj^^eSSc^r^ach player ifete play^by themselves creating/the music 
instantly but based on the progression of the key code. ThiySysd called "AdhHve'). If a 



guitar player is so inspired and creating a hj^hjtone '(^d-live^, all other players are also 
influenced by him an^d they ^mj^sj^^ort/to ^R^mo^TBMenigh emotion of this guitar / 
player. This is ateo^sinSaiL^^ ancj reactleaph / J~ < ^ 

other. The communication flow is not one way bu?muraffi^^ 

the outcome l ^tjjj^ e synergy effects. This4s very aimilar of our busm ess^sdSjlr Global 
company's activity/^l^e|ta^ Band Network Style. 

However, strong Aid persistant leadership is required as a supervision of the 

networking Operation, because if JipJ^ jammed, the eoiniiiuiiiuation - and -the whole 
network will malfunction. XpJ^ ^-^xvc\^^ *^-/\sl>» <c ^ v vj? 

3. Business Structure of TDK 
3.1 Profile of TDK 

TDK was established in 1935 to industrialize the Magnetic Material called " Ferrite". 
The company reported record sales and operating profit in the last fiscal term ending in 
March 1998. The share price has risen to a record high of over ¥10,000 per share. 

Products invented b y Japanese people 

TDK's core product is called Ferrite. This is a magnetic material invented by a 
couple of Japanese professors. One of them studied under Professor Edison in 
Chicago and during his studies learned the importance of the creative mind. In the 
Electronics field, Japan has imported a lot of technology from Western countries, but 
JJhi4 Ferrite is one of the very few technologies invented by Japanese. The philosophy 
of the creative mind has also become the company motto of TDK which is; 

" Contribute toth^Culture and Industry through Creativity " 
World leading position in the core products 

Bpesdkejof its original product, ferrite, TDK has achieved a dominant position \ 
among i t's globaf~cumpct i tors in world markets through it's technology.-^. .*=*J1_ 
The process of production of Ferrite has four main steps. 

Mixing the powder 

The powder particles should be as small as possible to get the best mixture. 
The size of the particle is very fine (only a few microns in size). The powders 
which are mixed are Iron Oxide, Manganese, Zinc etc. 

Molding the powder \^,^ 

Mixed powder is molded jjnfh various types of press machines with a pressure 
of 10 to 200 tons which makes-th e ahape^o f U, E, I and ring shapes. 
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Sintering 

Molded Ferrites are then put into the firing kiln where the temperature is over 
1000°C. Here the magnetic products are chemically formulated. This process 
is similar to making porcelain. 

Machining (grinding) 

After sintering, the surface is made smooth. Most of the applications of ferrite 
Lnv^-^s winding of wires and this requires a smooth surface. \ 



r 



^ased^onthese key process technologies. TDIChas extended ( Jtjs^rodi^^ra^ge^^ 
TDK makes many different types of products but all of the products are based on the 
above core process technology. 

Ferrite has excellent characteristics at high frequency which is required by almost all 
types of electronic technologies. This means that Ferrite is u^fLin all electronic 
applications. ^Ferrite has the required characteristics^ absorb/high frequencV^uch 
as TOicrowavef^^icrowave^ovens are now very popular in many homes but very 
hazardous if the microwave frequency is leaked from the oven as this is harmful if it 
comes in contact with the human body. Ferrite can absorb any leaked frequency 
and therefore prevents contact between the human body and the microwave 
frequency*«->r> 

Recently the US Air Force's " Stealth Fighter Plane " has used th^ Ferrite technology 
to absorb radar frequenc^ttoy covering the whole body of the ^Airplane with ferrite. 
The fijrrite ^b^ortethe enemy's radar frequency and kills the reflection to their radar 
base. ^cecwfl y, man^ electroni^'create^elec^nic noise frequenc^which may 
cause the malfunction of the adjacent electroni^peripherals. Ferrite is often used 
to prevent this type of problem. ^ 

Globalized operations 

TDK was one of the first Japanese companies to set up overseas operations. Almost 
65% of sales turnover is now overseas and over 50% of products are manufactured 
outside of Japan. Sales offices have been established in almost all major cities in 
the developed world. TDK was also the first Japanese electronics company to 
establish a manufacturing operation in Hungary. The factory was opened in 1996 to 
cover the extended EU . 

Very stro ng brand name 

TDK has the No.l market position in magnetic tapes. The company has invested a 
large amount of money in advertisement and has created a very strong brand image. 
They have sponsored the World Athletic Championship (WAC) from the beginning 
and is continuing to do so. All male athletes in the WAC have the TDK name on their 
shirts which is broadcast worldwide. X4-^> 
Many consumers are not aware that TDK is a Japanese company. Th£ir brand name 
is highly valued world wide. TDK also has been contributing to )q£ cultural 
exchange with American students by inviting them to Japan with their teachers to 
give them an opportunity to experience real life in Japan by staying^ the home^of 
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the company employees every year. The company also makes films which shows 
the real junior high school student's life in Japan and provides such films to over 200 
junior high schools in the US. The film is, naturally, recorded on TDK's video 
tapes. o^n^SK-y-^^ 
Japan and the US have had t .pajw trade disputes since the early 70sfpaq^TV, Radia 
and thenjj^^utomdtiv^The MeV&T of understanding of Americans about Japan swas 
very poor in comparisorNo the Japanese. ^JheJapanese ctoldren have been learning 
about American life though their English lessor£>vhich startsf from Junior high school 
•e very day . The information in America about Japan vw& incomparable with the 
information in Japan about the US. TDK decided that it would be useful to provide 
details of 'real Japanese life to^^junmi^fii^ school students while they are still 
young and have a flexible and open mind. TDK has been involved in this type of 
activity to promote the company motto of contribution to the culture and industry 
through creativity. 



32 Business domain of TDK 




80% of/salesj Recording pkedia such 
globally. 



Customers are all global players and operate globally. jPtf^ TDKsjfbusiness 
Components requires ^SlT to work very clo^gly ^with^customers^^ho provide the 
application for TDK's future components where^fe^5^n^st^^4"esources. 
Customer relations are very important in our bu^ness^To maintain our relationship 
like a partnership, we have to operate globally ^^one^acer :: ^=¥BK wherever our 
customer is in the world. Even though we have many product divisions, our sales 
business group is uniforrri^^J^She group except for recording media which-hasr^ 
consumer products such as'magnetic tapes, floppy disc, Compact disc, etc. 



3.3 TDK's organization chart, r -=~r*fr<^^ 

(^o^or^e^fruciSre for Safest Marketing^History o?Changte 
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President! " 
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Mid 1990^ QK»feN«9> Pro ducts~-V>-^ ^ ^rs>j^*j^V^ ^^'^A 

~ | Domestic Sales | 



President""} " 



- | Product Div A ~j 



Product Div B 
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America 
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4. Required Action to Manage 4 A^s as^ One Team 
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For instance, Philips develtri&fche^TV seuin Eindhoven, Holland and producejigFr; 
Singapore and United States fc a t the aamo tim e. The purchasing negotiation ft 
components -wtS^e^dbne in Tokyo, Japan, for all production locations. TDI^cfer%n?d 
the transformer for this TV in Holland and produca transformers in Hungary, Singapore 
and Mexic^ £p supply to Philips. 

Unless-tke /ocus^ftjs nSw^hilips TV se$at the global locatioj^of TDK simultaneously 
and follo^K up under the consen6 objective control chart, would not be a leading 
supplier toTb^^irllT^global locations ^ ~) 



As explained in the previous paragrapj^JTD; 
quarter^ has changed its key axis t<^multi 




-*3^Marketing Div in the head 
rjen^-^om Cu^tgmer axis to^ 
ut-mosSofSe^ase, ouiyproSuct ^ 



Set( Application), then to. Territory, then to <MIxTi 

divisioi^ptayed the sameTtd focus on~their products^ I have been in the overseas div, 
and had to cope with the v&£ij^i^requ^t coming fronahe^dquarters, sometimes, fromjhe 
-r^axis of Products, sometimesrrompet^cT Customei^r^As you can see fromJSa^^the 
(^ImtgtTT^ solution becomes cra27f^5cn^icatecYan^t is^fficult to m^a^^e^^a?^^ 
feTffowever, knew that by controlling »thQ^ow%y computei^^^^u^^ nunimlzeS^o 
r 4 since everyone's- interest i^rdatedL^aeh d&er like the above mentioned Philips case. 
We were successful t o ^TipOTTGn Tftiis^^t^m with very simple computer formats which 
let everyone see the sarhe objectives and therefore we climinftte d the massive flow of 
questions coming from headquarters^Some partl^fi£"rawelo^ 

came from this type of defensive work required because of the ? I^i^^^^[ead^a^ers , 
request to our overseas operation. We did not have enough time to respond to all 
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t!$^questio£S^ coming f£Qrn headguarters. ^Jtnce I came to Europe, I realized how difficult 
it j^^ecauselotal wofEng houre Vn^Eur^^ those of Japan ajid the 

United States. Total net working hours iiy^urdpe for white collar workers is abdut- 
1,600 hours/year (Blue collar workerjs1miyl3-1400 hours/year) compared th 2,000 
hours in Japan and 18-1900 hours in the United States, -oo 

The MMM System was born from the necessity Ifa^^hortening the unproductive 
working hours required for responding to headquarters. 

4 A Best method to implement the corporate Pohcy/Objectivesjfi the practical working 
level 
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Pursue Pr ^essjonaj \j Diffe^ pent Values ( 99 




GhSrt 5 places the customer on top and the president at the bottom, ^.^^^if^ 
We have to make sure all the time that customers are the m ost impgflai J " ' 

hisjgolic^ from the executive 4^e7Tcrfl 



r 



v 

the mo§rin^6^ 

president hasi^to ^mg^eme^ his^olicy from the executive 4^veTTb^^ OS.}- 
(outside sales)Av3^a£e the main cfottic? with the customers. pfuiPfyare to carryJail" 
the key objectives from the four axis of Product/Territory/Set/Account and execute their 
objectives relentlessly. The results are reviewed and linked to their personal 
performance evaluations. 



4.2 What h appens if we misma nage this matrix management ? 

The traditional way to evaluate^alesmen'was'Jj^^ettheir physical sales amount and it 
did not consider how this was achieved. Our business is spread throughout the world 
and if our salesmen did not design iff=ear parts for. Philips at their design center of 
Eindhoven, we would not be able to participate ^&^tl\e price negotiatiorj| in various 
locations where (the^use^those parts for their new TV Set. It normally takes 6-12 
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months for the design-in and approval of type of electronic components. 
Therefore most of our sales people are working this year for next year's sales turnover. 

In the early 1990^jffi TDK America r _tfe^J restructured #ta^ 5?guui^atHH r by territory 
only and gave up the matrix system of managemeijl^of account/set/products. As a 
result, they lost a lot of business opportunity J©i5iSeglobal customers such as IBM, 
AT&T and Motorola whose business is already cross boarder and multi-functional. 
Salesmen in Dallas for AT&T could not get the business unless our salesmen of New 
\ Jersey could design in TDK components to the new set. The Dallas function of AT&T 
-/ was just for purchasing and manufacturing. Motorola design^GSM phon^in 
Libertyville, 111. and produce in Scotland and Germany. We had to transfer our sales 
engineer from UK to our Chicago office for design r in activity, which was quite 
successful at that time but was very costly and time consuming work. We have now 
persuaded the American organization a«/r?ft^y^ ftrf^frTfrinc care of the design work for 
Europe as a basic duty of salesmen under the common Objectives shared with Europe. 

5. Human Management required by the Persistent, Strong Leadership 



5,7 Histo ry of implementation of Matrix Management Syste m in TDK Europe 
Refer tcrthe-. 
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ITs sometNng new ' 



Sales Growth in Europe Yen based, Corrponents 
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In the 1980 s , I have been implementing this method in TDK Corporation of America by 
using a lot of paper copies describing each of the four axis objectives. This was a very 
time-consuming task. All salesmen were required to submit status reports every month 
which resulted in a huge amount of paper work. Corporate staff in America summarised 
the reports in four different formats to reflect the axis control system. It was very time 
consuming work but as the operation was not so large at that time, it was possible to 
manage even with this time consuming approach. However, in early 1990 \ they altered 
their system as mentioned before and shifted to territorial control only. This is a rather 
easy way for management to transfer responsibility to the each territorial manager who 
shooki conclud^ihe business locally^ijidjs therefore free from the paper work of matrix 
management; Strong leadership andkf>ersistent will to execute the objectives are required 
for the leaders of MMM operation^ but we did not have such a leader in U.S. at that 
time. Our sales in U.S has/therefore decreased every year. 

In Europe, in 1992, we developed the MMM System on the PC using file maker 
software. Our development team has received the corporate president award with this 
dramatic development. We, however, faced the serious problem of the level of 
sensitivity and of control and management of the computer information system. v 
Everyone understood that there is information available in the computer which he needs. 
However, some people did not payxneugh^ratteijtion to their objectives and th^ ^elin g5 
for the real figures was getting^to be_very_dulL' Our slogan of "Anytime/Anybody 
/Anywhere" was changing to "Sometime/Someone/ Somewhere 

The following historical transition of our slogan is a good example of how we struggled 
to implement this system and^^tcfget into each person's heart as a key core objective. 

Year Slogan 



1993 " Where there is a change, there is a business chance, 

Let's squeeze out our Wisdom" 

We were facing the serious recession after the^ulf War and 1993 
was the second year after we implemented the MMM Systems 
with the computer. 

1994 "Put your Spirit into ^Mops) " 

- Wet Communication, Dry Information - 

cEveryone v vao becon^n g very skillful with JfH^ computer control and 
communication. Everyone could access W the home server in the office 
V-frocn their home^tpc^by high speed ISDN line, but we lost the human 
WT>> ^ intuihv Thnd feelings. We emphasized4e-pun§«^eartSlVlspirits into A 
ranked Mops (level A rank of Major Objective) and speed up the 
information to anybody/anytime/anywhere in the network but when it 
comes to^tj^ communication, we need a human touch which we called 
Wet Communication. We encouraged our people to have a drink 
together and discuss into the night whenever they assembled for the 
setting or review of the mutuaUrelated objectives. 
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" Quick!! Schnell !! Mte !! With perfect timing, wins the race." 
Speed up the Dry Information ! 
Steer Up the Wet Communication !! 
From/To Anywhere, Anybody, at Anytime !!! 

We we «^rfa^ ing the emphasis on speed which was the key factor jo win 
the competiti on. Schnell m eans ^uick-in German, Vite means quick in 
French, c ^nything big meant slow and faHure T^Big IBM was one of 
the symbolic slow big failures at that time. We emphasized the 
importance of flexibility with high speed. 

" Satisfaction through Heatwave Communication " 
- Beyond the Hardware/Software/Digital Network - 



hasir 



We are very certain that our business has^recovered from the recession 
and reconfirmed that our MMM systemH^ working very successfully as 
igure^showsT" * ) -^^>^s-ik cmt^^^ 1^%^ ■ 



the figure show's. * / -^^a^x^s^ cm\s/ 

fe, however, "became tired with the computer high spped race which did 
not bring us the mental satisfaction. We put the new word of 
Heartware but mistyped as Heartwave which could fit better for our 
new slogan and emphasized that our communication has to touch the 
heart of the person to communicate and wave his/her heart as you do tyt^ 
love talk. We were searching for something important which the human 
being had forgot^^The computer had damaged our communication style. 

" Winning Planning & Preparation " 

7 

When we finished the competition of speed, our headquarte^in Japan 
has just started their Campaign. We discussed jJ>KSt, how to speed up 
our Business and came to the conclusion that planning & preparation are 
the key to higher speed without having to think a lotjifter^^we have 
departecLthe starMine. We should plan well so tha^we^can wiiT^apd 
prepare well 5Ta = winner^ 



" The Market Dictates, TDK Provides " 
- Beyond the CS (customer satisfaction) - 
Delight Our Market(customer) 
Delight Our Partner 
Delight Ourselves 

As explained^a^the^ our customer shoul d be put on the top 

whenever we ttjillk aeoufTfiemarket. Customer -Satisfaction was the 
key word in the industry. Our competitors could achieve a high 
satisfaction level with the customers on evaluation such as quality, 
delivery, price etc. We had to think of something else and came to the 
conclusion that we have to be LOVED by the customers. When the 
scores are 1t£< similar, the customer would chose the most delightful 
supplier. Delighting our customers and delighting our partners with 
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whom we are dealing with internally such as engineering dept, 
manufacturing dept in various places was a key objective. They would 
be cooperative if we delight them. At last, we also wanted delight 
ourselves whenever we get together with colleagues. 

1999 " Fulfill our Sales Mission " 

Maximize EVA(Eigyo Value Added) 
- Be an Exciting Value Adder - 

Eigyo is a Japanese word and means Sales & Marketing. TDK have 
* started emphasizing the Economic Value Added from this year and the 
new president's slogan is "Exciting Company". We played the wording 
to match to this and set to maximize our value added as a Sales and 
marketing company (Eigyou). 

Please lr^\ex XpPf^ rGhafi: 7 yz ^ <^ ~l 

<^h^C7> 



tTs something new 



Multidimensional Matrix Management System 

4 Axes : Territory, Product, Account, Set 
II 

MMM Global Management System 
Challenge Time and Distance 

t 

Information Quality + Volume 
= EVA 

Time x Distance 
t 

Maximization of EVA ("Eigyo" Value Added) 



This explains this slogan and how we are -emphasizing: 
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5.2 Value Adder 




"Be an Exciting Value Adder 'Gisgmr slogan for 1999. When I put this slogan, one of 
our English staff warned me not to use the wording of adder since adder is a poisont^x.^ 
snake and was therefore not to a good^iiji^e as a slogan. However, I liked this 
meaning more when I heard of the poison/snake as this fit's perfectly to our meaning of 
MMM Systems and MOPS. ^ 

There are three interesting meaning of Adder. 



(1) Snake as being sticky 

There is an old tale in Japan that a young playboy priest took the heart of a young 
innocent lady. 

After he left her, she chased this young priest very persistently wherever he was 
hiding. At the end he hid himself inside the big bell of the temple and people found 
that a big snake was covering that big bell winding her body around the bell. One 
of the meaning of snake is " Sticky, Persistent " 

We need the stickiness to follow up our objectives until they are finalized. 

(2) Kill to the death <^ q-v3Jr? 
Cleopatra' s^bfldiVig stores very famous. She killed herself with the poisory snake. 
The image oftne poison^fsnake is relentless execution . \ 

We need also relentless execution of our Major objectives. 
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(3) Bring the money 

There is ^ood lucl^ok}) saying in Japan that^snakes^di^d skin-wetrid brin^n the 
money if we keep these in our wallet. Snakes chang^^s^an^once a year and our 
grand parents used to carry those skins folded into tnfe wallet ^apQ expecting to 
receive money. 

We need our MOPS to bring in the money as a result. 

We have to get the interest of our people and keep our objectives in their memories. 



6. MMM System by the utilization of IT 

/following key systems are the base of the MMM System. We have created thdfse 
systems and are sharingj^frftfr an ybody/an y ti me/an y where concept. 

MOPS Major Objective Progress System 

SIPS Sample/Inquiry Progress System 

MDS Management Decision Support System 



Objective Management 
Inquiry Follow up System 
Commercial Indicator/? 



MTBA 
Public Folder 



Management Target for Business 
Administration 



The ch art 1 describ^fthe relatiory-ef these systems. 
6,1 MOPS (Mqjor Objective Progress System) 



Refer to 



Financial Indicator^ 
Information Data Base 



<C^9> 



ITs something new 



MMMSystem 

Multi-dimensional Matrix Management System 



Matrix Manager 

MOPS 

Many 






Territory 
Territory Manager 

TerritoryJ^tfegy 
Territory MOPS 

• MTBA Management 
> F0 Policy 

* Personnel Development 



Product 
Product Manager 



Customer 
Account Manager 



Set 
(Application) 
Set Leader 



Account Strategy 



Set Strategy 
Set MOPS 

• Model Life Map 



3> 



Product MOPS Account MOPS 

* Demand Map • Function Map 

(Product /Account / Demand / Sham) (Design / Purchase / Delivery / R&D ) • Demand Mao / Sham 
« Organization Map • Future Trend 

( Corporate / Local ) • Production Trend 

• Kevman Mao 

* Model Life Map 
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ITs something new 



[ What is MOPS? ] 

1. Globalization of MOPS as customers operate beyond the boundaries of a given Territory] 
or Set. ^ ^ / 

Cross Functional Activity I 

toe 

2. All related Territories and Divisions share the same information and strategies worldwide sj ^"Oo^^P 
as "O/VE TDK". | ~ ~3 -5 

Information Sharing — * Added Value 



3. It is necessary to set up common global rules that overcome cultural and language 
barriers. So we have to use the same tools and speak the same language in order to 
Bridge Time and Distance Gaps. 

4. We require Tools to control our objectives by the 4 main axes Customer, Product, 
Territory and Set and to put these objectives into action. 




Refer vSy ^chgrt 11 



F 



3 



<Chai1<^4> 



ITs something new 



[ Objective ] 

1 . Achievement of Targeted Sales Growth (future business) through concrete 
Sales Tactics 

2. Worldwide Strategies which are based on mutual understanding and common 
direction of Production and Sales 

Winning Scenario "Winning, Planning and Preparation" 
"Offensive" & "Defensive" 

\ \ i i 

Definition of all Objectives = Targeted Sales Growth 

t / 

Persistent and thorough Follow-up r 

3. Also serves as Evaluation Base 
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This is the heart of the MMM System 
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We have change<^^i^from File Maker Software to^K^ Lotus Notes from this fiscal 
term so that we can communicate simultaneously throughout the world ^TDK. TDK 
is using Lotus Notes as the communication network x - J> <r^C^v^o 



• Best tool to cast the corporate culture globally 




"The Market Comes First' 



OS MOPS Major Objectives 



Strategy of Global 
Operations and Staff 

Policy of Electronics 
Device Business Group 

President's Policy 



Pursue Prbfession^T/DiH^nt Values '99 




r 



Presiden^Policy is carri^-«g^giheJuisiness group, territorial div. , product div, 

iemand^i^ld^fill down^p 11 the interfacing OS(Salesman) and sorted 
.otffits requirements bj^TSTTEOT 
^o li c yT O bjc u ti ves^ lS^and ai^^irdrilled downj*? the practical level as MOPS 
rfnd its performance is evaluated at the end otTfie fiscal term. 

Referto^^A ppendix I A - IF for the Evaluation example / ^ 



Weight of the MOPS achievement as an evaluation is very heavy */ 



• Matrix Manager to cover four Axis 




We call the managers who are responsible for each axis as Matrix Managers. / ~T<^ ^> 
The role of Matrix manager. ^ ^-^^^ ^ «wyW^ ^ WA*v«> 
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Territorial Manag er : Responsible for each territory such as Europe 

MTBA Management / f XkjL^ ^ 

Personnel Development j v V V ~^J) <7 ~-° iJ ~^ "~ 

Order Forecasting Policy j ^ ^ ^-^^ 

Product Manag er : Responsible for strategic products 



Demand Map 

Set Manag er : Responsible for each strategic application set 

Model Life Chart 
Demand Map/Share 

Bill of Material/Set J ) 

Production Trend 

Account Manag er :Responsible for the account. 

Function Map 

Organization Map ^ ' 

Keyman Map 

Model Life Chart \^P^ f -<r>: 

Refer to tb ^Appendix 2 as an example of Siemens Account manager. 
Appendix 2 is the summary of this account manager and its each detail 
progress chart is shown in the Appendix 3 . We create several ve^giomn thq 
computer^ibr-the^Matrix Mana gers and utilize ea ch formaiffto Ihe^eedsof^he 
users v^ithout duplicatnigThelnput for the contents, j? 1^>^\^-=aJx 

Matrix managers are to set the strategy and objectives breaking down^^^Ds^^^-v 

tactics. Each sales personnel in the field se^up his/her objectives ^^"^vo^U^ 

communicating with related Matrix Maiiagei^l^n^jffe^je/irf, objectives set in 

the MOPS are all with consensus of aU j'elated person s^ 

We set up MOPS once a year and review on a semi-annual basfe^ .When we 

set up the MOPS, all related Matrix Managers and salesjDersonnel are to be 

gathered in one location for about 5 days and nights. 

OS Mops 

Refer to ^Appendix 4 A 

This is the first page of MOPS wheQ-^^open jJa^Lotus Notes, 
chose any territory as indicatedj^'View?' at the^right side^YLefJt side ^ 
programmed for the various administrative purpose^pf the MOPS.Vrhis side 
is used mainly by the staff j>£&pl$s or^a^h OS /Managers when they set up or 
review the MOPS to calculate the net increase of the potential sales amount. 





ow can 
is 
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Refer to IfikA ppendix 4B 

We y&sfhe example oi/Siemens case. We can sort the Mops by OS, Rank, 
Vendor, Engineer in cnarge as well as the four axis of product/territory/set/ 
account. 

Rank of MOPS : We set A/B/C according to the importance/Influence to our 

business. f**^ ^^-^p^^ 

Managers are responsiblelOpptit this ranking. ^ 

Reter to the A ppendix 5A/5B for the information table. 

This is the input table of MOPS ai^d we^jsMjTchcfee the items by just clicking 
on each column. If someone put^l^ufiknown ilame^oAr products or set, 
/ A everyone can be influenced. Automatic clicking method is to avoid these 
' ' errors. 

Appendix 5B is input screen for Siemens. 

Refer to \^A ppendix 6 for the plan table. 

. Again this is the example of Siemens and it set^the activity schedule by when 

^^fte i s to dopii^rogress Q f QS is listed y (QS- PRG) together with the 
evaluation of thepfogress of objectives b^^et" Group Manager (SGM 
PRG) whi^^norfnally the territorial managers^ and fin addition to that, we h 
set the column of Global Account Manager's evaluation for the progress of j 
this MOPS. (GAM PRG) ' 

Progress "A" means this MOPS is achievable on schedule in this fiscal term. 
Progress "B" means this MOPS is delayed the schedule but achievable in this \> 
term. 

Progress "C" means this MOPS is not achievable in this term. / 
Progress "D" means this MOPS is dead asjn on-active project. 
Progress "G" means this MOPS is GiveMJp with the consensus ^ 
managers. 1 * \ 

Progress "Z" means this MOPS is achieved already. 

We review MOPS after 6 months andj^eview plan table is also prepared. 
Some MOPS may have "D" and new objectives may be added. We createigfthe 
table as ftexiblej'as ppssible v ^4l: &en though the objectives jS^dead or givemp 
("D" or G") at xhe wlf year reyiew time, we keep those NTOPS since we use 
these for iKe evaluation purposeCat the end of the year. 

Refer to Sr ^Appendix 7 "t$k»-- 

This is the status summary chart of /account of Siemens which contains many 
different locations andjaccounts. ^ 
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Refer lolh^Appendix 



Vs. ^ 



^This is a calculation table for the figures?^ Over 90% of our major objectives 
io' \ ar^^^^^red by potentmlgalesrfigeF^.- At the semi amwaLreview time, we 
* ^thp table to irfiplement the review figures in addjtiorilto^the initial set 



igureu 



How to jfjShe mm men 

Refer to^Appendix 9A/9B 



Click the Select Action andj&Ke the project comment and we can get the screen 
of comment shown in the Appendix 9B. This is how managers put the 
comments on their salesman's MOPS. 

Progress is reported by sales personnel monthly with self evaluation of the 
progress comments. Each manager also put\s his evaluation of the progress 
thiCj3bjectivdf\with his comment. ^) 

• Help Flag O 

Refer tnft ^Appendix 10A/10B 

In the case that the responsible person in charge.of a particular objective needs y 
Ij^lp fo^raj^^elated colleague or manager^director, he can input Jh^Jhelp 
""IfPth e c^mp u f er on ob^^yq^^h^^o^l^te^ automatically sends that help 
reqttkiag message to thatA&rson. If that person did not respond, a reminder 
would be^sent automatically tpthat person. We have a system to evaluate the 
perso^ho^he^feT|)e^aSa wfiSfi he helped. This help flag on the computer 
progfeduf-e is self explanatory in^e Appendix 10A & 10B. This function is 
one of the most unique featui^^ekdTMOPS which we developed this year to 
make sure that anyitody < ^^ask < the help to the related managers to pursue his 
MOPS and managefc are evaluated howUieyhelped to support the execution of 

^MOP^^^J^? c^o-K^cf- 7 ' 

lis can be sent to' general manager. We do not set any limitation of 
organizational layers. 




Refer tnjh ^Appendix 11 



This is a summary of Siemens MOPS with the short explanation of contents 
with the progress status. This shows as account basc^but we can do the 
sorting by products, territory, salesman, set as well. 

• Offensive MOPS and Defensive MOPS 

We have designed MOPS to distinguish the Offensive and Defensives/since the 
^ ^aMroachjjnd expectation of the result is quite different. We can easily find out 
Ji '^^ea&HviOPS whether it is offensive or defensive. Offensive has the "O" in 

the number and "D"Jfcf t^ defense. How well we achieved the objectives is 

/ 22 



7 



referred to as Hit Rate of the MOPS. 

Hit rate for the offensive MOPS is about 30% and 80% for the defensive 
MOPS which means we lose the business by 20% for the defensive MOPS 
from our experience. 

• Set up the objectives to gain two digits sales increase every year. 

Usi ng(those)ex perienced figures, we estimate the next fiscal term's business 
amount since our activities in the MOPS are mostly set for the next fiscal 
term's business. We calculate the hit rate of each offensive MOPS and 
subtract the loss portion of the defense MOPS to get the net increase of the 
sales figure. When our net increase is not enough to get two digit increas^ 
every year, we have to reset the MQBS^i^^jvp-findJh^ enough objectives. 
As we show our sales transition in th& s chartj^ sales increase is 16% 

sinc^westarted MOPS system. We are weTTin line with our intention to utilize 
kfie KlOP§7> Everyone has the confidence in our MMM System since our 
ngures"are proof of their success. 

At the semiannual review time, we ate also recalculatjifig^the hit rate of MOPS 
based on the progress status a t a half y safcfekae to increase its accuracy. 
We set the different hit rat^%^*or the review time of MOPS. 

Progress status "iV' is set 50% hit rate. / 

Progress status "B" is set 30% hit rate. 

Progress status "C/D" is set 0% hit rate. 

Progress status "Z" is set 70% hit rate. w ^ 

• How many Objectives ? 

Each sales person keeps about 10-15 objectives and -ptfc=*he ranking/Vy its 
importance. A rank for about 3-5 , B rank for about 3-5, C rank for about 3- 
5. Managers are required to review f^Aranked MOPS every month and 
to input a comment with the action to nelp that person so that his MOPS can 
be achieved. MOPS also means Objectives in our company. 



6.2 MDS (Management Decision Support LSystem.) c ^ 

This is a commercial indicator of our business and^quick analysis by cust omer/sales 
personnel/product/set/account can be obtaii^ ^A^Qr^h^screen cai<^dnTted^6wn~to 
the four axis. This system is developed/to access 4eShe key data of the business in a 
very short time without analyzing large volumes of output data to save the non- 
productive time. 



Refer to\fc£ Appendix 12 

This is the first screen of MDS. We can select the category by Sales group(territory), by 



customer, by field(set), by product in quantity and amount^ by local currency. £r~y 
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Re fer to p^App endix 13A 

(We now set the sorting as a key of acco unj^The screen shows customer name, 
code(compuier code), budget ngure, forecast (this means monthly sales forecast done 
monthly), sales(actual sales figure), vs. budget (%achievement against budget), vs. 
Forecast (% achievement against monthly sales forecast), vs. L ^(%^gain st last yeas 
result). From this table, we can drill down to the details. W^areto set the^ccount of 
Siemens. 

Refer to^h^ Appendix 13B 

Siemens is selected and this screen shows all accpum-trf^i0mens^ga:oup and the figure 
comparison is the same as Appendix 13A. No\^we drill downto^he product division 
base. 

Refer tcTthe Appendix 14A 

Antoqg the Siemens account we dftS ^d do wn to the product divisioii$b2ser-and 
Appendix MA^^^showj^g the status of the sales of each product division. Again the 
sequence of the % is the same as Appendix 13 A. Now we are-testeikdewi^to the 
products itself selling to Siemens. <p=i>- 

Refer to Appendix 14B 

Products by products sales figures for Siemens are showrriri the screen. 



Booking/Sales Jransiiion Data 
Refer toti^A ppendix 15A 



We now select^ the screen ^Sales and Booking by Customer group, 
^reen itself is self-explanatory and always showitjf^this year's figure and last years 
figure as a compaijsanuSales transition and Booking with B/B ratio are shown in the 
screen. Now ygedrill dos^ijthe Siemens. 

Refer to the Appendix 15B 



Siemens is selected and the screen shows the monthly sales(transition of Siemens with 
booking figures. Sales/c/o means the sales figuresfupTb^chieved month. In this case, 
up to August figure and from^eptfigure is the 6rdp-%0tencerbeingscheduled to ship 
out in each month. We can(dr ^"do wft these figures K^m g bar graphs. ^ 

Refer to\tj ^Appendix 16 A/161 

These graphs>ae^ showing the budget, sales figure, order balance status, compared to the 
last year. 
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Refer toltfck Appendix 16C 



yj^B/B ratio is shown in the graph in comparison^f'the one of last year. 



6.3 SIPS (Sample/Inquire Progress System) 



Refer to ^A ppendix 17 




torn the customer;.^ 
ay asjfi^PSf 

linked 



___ fy/Set/Accoun^L - -^^ L _. 

C^ ^i : dehttfyntg-the importancewith the sorting code for the i mportance^ai 
iojhe M OPS or not, samples foTfofmal^approval or just a en gineenng test purpose 
This" cha'rt^ismade by Lotus Notes jusVrecently but we have been utiiizingthe file 
maker softwareTrTTvM^^ a lot more convenient information sorting. 

We are in the process tOMmprov^l^^chart which can link to the various operation 
actions such as; ^ A 

Automatic initiation of manufacturing specification after the approval 
Automatic issue for the quotation sheet to the customer. 

Automatic price approval system internally before submitting the quotation to the 
customer. p 
Automatic sorting of required date of pilot run of the particular project. 



Refer to t^y Appendix 18 




s_is^jusLfor the schedule control of the samples but this is also scheduled to improve 7 
a^bemg"n ie i iUo i ied -abo^ — Thts-IxrtlisT^g^ystem was developed by the headquarter^^ 
in Japan where they <lid not care about the practical convenience ^Jqt the system and 
they admit the poor design of this. o 

6.4 MTBA (Management Target for B usiness Administration) 

Refer taj& sfippendix 19A/19B 

This i^the financial indicatorjor the profit ratio, margin rate, SGA, Sales amount/head, 
Account receivable balance, etc. TV^_ 

Upper/Lower limit is set at each profit center(department) and we put the color for 
blank for normal, Yellow foj>warning, Red for out side limit and need recovery action 
plan, Green for extrem^lygood. Quick access to the problem area is the key in this 
chart. ^< 

A 

Financial achievement/asset management/sale achievement/customer service level 
/proposal, rep0^^e^l4n4he index. "V* / 

We set th^profu control^r all terri tori Airman agers and set the target figure of every 
month togetfter-witfTfhe accumulated figures. As for the managers who has the red 
colour mark, they have to submit the status report together with\corrective action plan. 
We have a monthly telephone meeting throughoutj^e^urope. 
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(L5. Public Folder 



Key information is gathered as a uniform^format in the public folder which everyone 
can access te4bat=Sle avoiding^ duplication of the storage of the files. 

Appendix 20 shows the folder screen. 

Appendix 21 shows the production trend of the cellar telephone which is 
maintained by set managers. 

A ppendix 22 shows the demand map of Siemens mobile phone. 
A ppendix 2.3 shows the Model life chart of Siemens phone. 

A ppendix 24 shows the hill of materials with price/competitor information for the 
particular set. 



A ppendix 25 shows the organization map of Siemens. 
A ppendix 26 shows the detail/local organization map of Siemens. 
A ppendix 27 shows the key man map of key contact at Siemens. u ' 
A ppendix 28 shows the Function Map of Siemens Telecom. 
6.6 Five R Sales (New) 



Refe^^JbTi 



Chart 12 



'3 



>2_ 



<Chai 



iait>f3^ 



Five R (5R) Communication 




In the Right 




To the Right 
n 



At the Right 
Time 



Withtheflight 
'^ormation 
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This is a new pin point marketing method started newly in this year. 
5R means; 

To the right person 
From the right person 
Of the right information 
At the right timing 
By the right way 

We have created the customer list in the computer with our focused category and dispatch \ x? , 
the information with above 5R method by computer and we communicate with our J <==r<z ^^ 
customer personally not like a mass communication on the home page message. I ^--^-v-o^ 



7. Next Step for TDK's Transnational Management 

7 A Integrate country of Japan to the complete MMM System 



We have to admit that the biggest barrier of Globalization with Japan is the Language. 

cannot ; 

Refer toUrcy chart 13 -\ — f~2^ v 

<Cft£<13> 



The language has to be in English but the majority of the management in Japan cz 
understand English. T"K^_ ^^-^-p^ p^.«=»-n ^ — — <-^a--— ^ ^ 



ITs something new 



Europe 



Asia 



Chinese.Korean, 
Malayan etc. 




America 



Three steps are planned for the implementation of MMM System W Japan. . — 

/) CK <-Kjo^ ^ I 

/First step is to mafee-the horizontal integration which means that we connect/ MMM 
Systems to the rest of the world other than Japan. Most of those countries are in a 
better position to accept English as a common business language. We have connected 
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to/ United States already and are now connecting to Asia from October. I am confident 
that this Asian implementation would be finalized within this year. 

Then, as a second step, we plan to connect to Japan. We have already connected^ the 
Japanese based global account to our system. We have changed the name of MOPS to 
G-MOPS (Global MOPS) because headquarters people may not like to take the same 
name<3g^"being used in Europe. The^connection is now lEOT^ting among the sales & 
marketing fupetkms worldwide but/hot directly linked to/rn^fufacturing division and 
Engineering(deptA This is where we see the biggest language barrier. 

step \i to link^lhe manufacturing divisions and Engineering dept as a vertical 
^ration. We plan this from the second half of next year. J^Vg ) bKCniS 



Refer tcTftj Cchart 14 



~3 



) <Chai^4> 



ITs something new 



"G-MOPS" 

= Global Major Objective Progress Control System 



Most Suitable Weapon To Enforce 
CORPORATE CULTURE 



global communication is like a traffic control system where we need to keep ihe 
speedlimit and make stops at the red signal. The standardized rule has to be kfept 
by SVeryone, everywhere, every time. We set the police function in Europe to watch 
the traffic control of our communjeation network for several years. If the^fourid the 
person who violate^the rule aiidyn^^pdating t^data on time or mjs&^npuUth^Avrong 
information and even miss-i^^^ne] sfcb\)if tneMefers, we issue^the yellow carc^arid 
finally stop the participation ^the network with a^llext red card. We then ha^to put 
that person on a heavy training course until our police give the OK to use our network. 
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Refer to^sLafJl ^„ ) S> 



IPs something new ■ — — 

Global Communication by IT 
Communication Highway Traffic Control 

• Standardized Traffic Signs Worldwide 

Common Language — > English ^ 

• Standardized Traffic Regulations ^ v c ^ / 

Common Rules ^ ~- ; ^ 



Global 

Local 



7.2 G-Mops started 

We set the global account of each territory whose customers operate globally and need r-- 
the MMM System operations inside of the TDK network, jL^^ ^33-^0 [ *^£f^~Z> <• 

Refer to^y^hart 16 ^ j ^ "^^Tfe^ 



/Ts something new 



< G-Accounts> 



Europe Bosch 

Siemens 

Ericsson 

Nokia 

Philips 

Ford 

Delphi 

HP 



USA IBM 

Motorola 
Solectron 
Intel 
Seagate 



Asia Samsung Japan Sony 

Denso 
Fujitsu 
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Refer totfife< ^zrt 17 

trs something new 





7> 



[ G-Account Manager's Role ] 

1 . . Account Responsibilities include : Set up Strategy, define Objectives 

and work out concrete Tactics for their Achievement — * Instil 
common Understanding of G-MOPS into all related OS worldwide. 

2. Global Information Sources 

• Organization Map • Global Demand Map • Key Person Map 

• Model Life Map • Set Production Trend 

4. G-Account Manager controls Monthly Progress 

5. MOPS Review halfway (Sept.) of the Term (Progress, Direction, 
Revision of Objectives) 

6. Worldwide Pricing Strategy 
7^v- Leading Role in Annual Contract Negotiations 



These Customers are listed G-MOPS already and being controlled in our network. 
7.3 G- MPS Started 

We have set up jk^ similar systems worldwide like we do in Europe as a Global MDS 
(Management Decision Support System). 
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Multi-dimensional Matrix Management - Main Objective Summary 



<Appendix 2> 



Term 


Function 


Subject 


Manager 


MOPS_Ref_No 


104-106 


Account 


Siemens 


Saito 


ACC-SIE-4 



BE AN '£XtttNGW%LlremSEi!% 



Slo gan: 



[Maximize SVA 11 Supplier Value Added" 
Goal: 



Achieve No.1 supplier status for 3 consecutive years ! 

1) Keep the current business and start something new business 

2) Power up the engineering support on Siemens R&D 

3) Strengthen global account management structure 

4) Logistic improvement => Introduction of GSCM 

" Global Supply Chain Management " 



Reviewed Salpc Tarnpt i F ^ 1 

ncvicncu OalCo 1 dilJCL [ Data Enfey| 




LY 


TY 


NY 


GR% 


N+1Y 


Ttf Target in OS MOPS <Off> 
Budgeted Target in OS MOPS <Off> 
Non-Budgted Target in OS MOPS <Off> 




\ : 2^468 


^5.396 






^2.269 


;'S&2,121 




199 


3275 




Potential Net Increase <Off> see LN 
Potential Net Increase <Def> see LN 












Tt) Net Increase (Mgrs estimation) 
Ttl Net Increase (OS estimation) 






1.187 


29% 




&£*1.39$ 


34% 


Total Budget (NY=T105)+10%up 

Targeted Business Increase (min2 droits) 




4.145 


5.147 










1.002 


24% 




Estimated Sis Amt in NY (T1051 






5.543 


34% 




Actual Result 













Siemens j - j 151 | 


SAD j Budget Commitment 


MUST 


Target: TY | 4.145 | NY | 4.679 | N+1Y | 


DueDate 


1) Forecast / Booking control 

2) Sates achievement progress check 




104 /4Q 


Apr May 


Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar 

m nnrA tai rimn nnn 




Weight Self GM Final 




Monthly Progress: ; A |i A 









Siemens j - j 152 j i MOPS I MOPS Target Commitment i MUST 


[Target: TY | | NY | 5.336 | N+1Y | 


DueDate 


1) Defensive : Chip cap., MLG 

2) Offensive : VCO, Magnet, Laser trim cap., Canbus filter 


Chip cap.: 50% share, MLG 60% 

VCO : 30->50%, Magnet : 65->7Q%, Laser 0->70% 

Canbus : up to 70% 


104 /4Q 


Apr May Jun Jul Aug Sep Oct 
Monthly Progress: j A |j A || A i j A || A j| A 1 1 


Nov Dec 

I ii 


Jan Feb Mar Weight Self GM Final 
i || ;| | Performance: gflg ^H^M 



Siemens 



.11 



153 



MAR i Information Update 



MUST 



Target: TY | 



European and Global information update 



Monthly Progress: 



Apr " May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar 



NY 



N+1Y 



Quarterly Update 



Performance: 



Weigh t SejfGM Final 



DueDate 



104 /4Q 



Siemens j - j 154 I I MOPS i MOPS Target Commitment 


Target: TY j 


4.145 | NY I 5.147 | N+1Y | 


DueDate 


Design-in : Large cap (DECT/ECU/Navi), Cap array (Mobile P.), Hi-cap COG (Mobile P/DECT), SLF 
(M.pyDECT/ECU/Navi), Block filter (DECT), Hi-cap. (All) 


See tactics. 


105/4Q 


Apr May Jun Jul Aug Sep_^ Oct Nov Dec Jan Feb Mar 
Monthly Progress: [a|: A ji A ! HaH! A~ifA |f lj II \\ T ! I 


Performance: 


Weigh! Self GM Final 





Siemens j - j 155 | j MOPS | MOPS Target Commitment 


Target: TY | | NY | |n+1Y | 


DueDate 


New promotion : SAW filter (Mobile P.), ASM (Mobile P.), Transponder coil (Imobi.), Ignition Trans 
(Osram), EMI filters, Ferrite core 


See tactics 


105/ IQ 


Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Weight Self GM Final 
Monthly Progress: j A ~l A |fT!| B |f~B jf B| T i; 1 \\ ][ !| ! Performance: jlg^i IK^SBISEH 


Siemens | - i 156 j j MAR ; New Market Cultivation 


Target: TY \ | NY | |n+1Y | 


DueDate 


Investigation : 1) Product : EL display, LTCC, 0201 cap., Contactless charger, Resonator 
2) Set : FA machine, Exchanger, Base station 


Watch requirement 

Make sure the potential business 


104 /4Q 


Apr May Jun Jul Aug Sep Oct Nov Dec 
Monthly Progress: j A || A | A ' j j ' A j| B || B 1 1 |j ij I 


Jan Feb Mar Weight Self GM Final 
j || j| i Performance: fflfflgi ISWISi 


Siemens \ • \ 157 j j BUA j Business Administration 


Target: TY j | NY | |n+1Y 1 


DueDate 


Global account mamagement : 1) Utilize G-MOPS 

2) Follow up Goal Agreement with Siemens 


Achieve 80% A progress 
Achieve 80% of goals 


104 /4Q 


Apr May Jun Jul Aug Sep Oct Nov Dec 
Monthly Progress: I B |; B I B I j B !| " B j| B j | j! |] 1 


Jan _ Feb ^ Mar * Wf6 ~ 9 i|gj ^T^^^j 



Siemens j • 


158 | j BUA j Business Administration 


Target: TY | | NY ! |n+1Y | 


DueDate 


Complete GSCM " Global Supply Chian Management " 

- Planning & Forecast, Delivery concept, EDI, Early development Participation, LSA 


Impelentation to Siemens ICP w/w 
Introduction to Siemens other business group 


104 /4Q 
105 /4Q 


Apr May Jun Jul Aug 
Monthly Progress: Fa} A j A j[ A " 


Sep_ Oct 

rA ir i 


Nov Dec 

-in 


Jan Feb Mar 


Weiqht Self GM Final 
Performance: BMfflgm 





! Siemens 


! - i 159 j ; BUA ; Business Administration 


target: TY | | NY | |n+1Y | 


DueDate 


| Strengthen IT work 

i 
! 


Update of Organization, Key man, Function maps 


Update the info, in the public folder 


104 /4Q 


i 

| Monthly Progress: 


Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar 

;ai a ii a ii Ai ah A"ij *"ir _ r w "ii o 


Weight Self GM Final 
Performance: fteggj^ mffltm 





Siemens 



160 



Target: TY | 



NY 



1 "+1Y | 



DueDate 



j Monthly Progress: 



Apr May Jun Jul ^ Aug Sep j Oci Nov Dec Jan Feb Mar " 



Weiqht Self GM Final 



Performance: 



MuIti-dimensionaLMatrix Management - Main Objective / Tactics 



< Appendix 3> 



Term 


Function 


Subject 


Manager 


MOPS_Ref.No 


f ■ 




9.VaMe% 




104-106 


Account 


Siemens 


Saito 


ACC-SIE-4 


BEAi 


V EXClllNi 




6oeM 



Main Objective 

Siemens 



1) Forecast / Booking control 

2) Sales achievement progress check 



J 51 _ j SAD | Budget Commitment 



Target: TY NY N+1Y 
(Figures) | 4.145 [ 4.679 J 



Oue 
Date 



104 /4Q 



Performance 
Weight Self GM Final 



Background 



Budget achievement is the minimum duty not only for the sales group, but also for the account group. 

Having the periodca! check of sales, booking and MOPS, any negative issue should be taken care as early as possible to keep this minimum duty. 




Tactics (HOW to) DueDate PIC 


40* 

Jan Feb Mar 


1Q 

Apr May Jun 


2Q 

Jul Aug Sep 


3Q 

Oct Nov Dec 


40 

Jan Feb Mar 


□□□ 








ULJU 


1 


Forecast / Booking control by MDS 


Monthly 


Saito 
































2 


MOPS progress check / Take corrective action if nec. 


Monthly 


Saito 














































































































































































































































































































































































































































































































































Plan: Original Plan (=) , Rescheduled {-) , Cancelled (xx) Progress: (%) 



Comments 
Apr 



May 



Jun 



Jul 



Aug 



Sep 



127% vs. Budget 



11 4% vs. Budget 



148% vs. Budget 



146% vs. Budget 



138% vs. Budget 



M 
M 
M 



Oct 



Nov 



Dec 



Jan 



Feb 



Max 



G 
M 
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.gMainNavJ MainNav - tt^Ml - Lotus Notes Desktop 
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„MOPS - For A 1 1¥ Progress^ Account - Lotus Notes Desktop 



iO0 




mmwjmmmm 



^ Q» For Al 

► Q> Figures 
▼ Pr ogress 

Account] 
<3> By OS 

Design Engineer 

Product 
Q> Rank 
0* Scop* 
Q> Set 
Q> Territory 

Vendor 

q> ForArie 

► Q> For Europe 
^ For J«c»n 

► For USA 

t OS Monthly Pro ere si 
t» Q» SGM Monthly Pro cress 
t q, TCA CP Summry 



m 



V ^ Siemens 



;B P & 



► Itattel Siemens 

► Osram Mdnchen 

► Osrarn Traunreirt Works 

* Osram Trevtso 

► Siemens 

► Siemens AG 

► Siemens at London, WOrzbury 

► Siemens Augsburg 

► Siemens Austin 

► Siemens Austria 

► Siemens Berlin 

* Siemens Bochott 

► Siemens Canada Limited 

► Siemens Energy & Automation - Johnson City, TN 

► Siemens Heidenheitn 

* Siemens KP - Austin 

► Siemens Kamp-Lintfort 

► Siemens La Suze 

► Siemens MOnchen 

► Siemens Munich 

► Siemens Nixdorf 

* Siemens Regensburg 

► Siemens Roke Manor 
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Tracking ForTDKTerm: 104 - Lotus Notes Desktop 




Global Major Objective Progress System 



Scope;^ :§ Rank' 


5<Vll. 




<os --rh 








^eMaker Ref ereric 






















R A 


O 


104 


HELL 


014 


R-AO4HBX-014 




A04R-HELL-286 





© Required 
TDK - Term: 104 
► TDK Information Table 



► Plan Table 



► Figures Table 



ForTDKTi_ 



l iaSB§|jj[f j | 
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▼ TDK Information Table 



Outside Sales (OS): 


Ralf HeHmann 






Sales Group Data 








Company: 


TCE 


Office: 


DUS 


Sales Group: 


1A 


Sales Group 
Manager: 


Noboru Saito 


Account Data 








O - Select If Customer Is a Major Customer 






©Customer: 


Siemens Munich 


Customer Group: 


Siemens 


Territorial Account 


Saito 


Global Account 


Noboru Saito 


Mgrts): 




Mgr: 




Product Data 








©Product Name: 


PCB VCO 


Product Group: 


RF Components-C 


Division: 


T 


Business Unit: 


B3 


Product Mgr(s): 


Makolo Kiuchi 


Product Item No: 




Territorial Product 


T. Sato 






Mgrts): 








Set Data 








©Set Name: 


Mobile Phone 


Set Leader(s): 




Field: 




Territorial Set 
Leader(s): 


Cunningham 


Other Persons 








PIC US: 




Design Engineer: 





PIC JPN: 
Vendor: 



Seike 



PIC EU: 
PIC ASIA: 
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Initial Set-up 




Review 




Final 




Prev Term 103 


Current Term 


Next Term 105 


Current Term 


Next Term 


Current 




Next Term 


Unit 




104 
Calculate 




104 
Copy Initial 


105 
Calculate 


Term 
104 




105 


Deman kpcs/ 


0 


0 


2,000 


0 


8.500 








d yr 


















Share % 




0 


50 


0 


40 








Quantit kpcs/ 


0 


0 


1,000 


0 


3,400 








V yr 


















Price YEN 


0.00000 


110.00000 


1 1 0.00000 


100.00000 


100.00000 








Amount kYEN 


0.00 


0.00 


1 10,000.00 


0.00 


340,000.00 








milVyr 


0.00 


0.00 


110.00 


0.00 


340.00 








Budget 
Info.: 


















In own irvtM 


n nn 


n nn 
u.uu 


0 00 


0.00 


0.00 








sales milVur 
1 1 111 v y i 

group 
(Region 
al) 


0 00 


0.00 


0.00 


0.00 


0.00 








In other kYEN 


0.00 


0.00 


0.00 


0.00 


0.00 








sales milVyr 
group 
(Territor 
ial) 


0.00 


0.00 


0.00 


0.00 


0.00 








In other kYEN 


0.00 


0.00 


0.00 


0.00 


0.00 








areas mii\/ur 

1 1 in v y t 

(Global) 


0.00 


0.00 


n nn 
u.uu 


0.00 


0.00 








Total kYEN 


0.00 


0.00 


0.00 


0.00 


0.00 








milVyr 


0.00 


0.00 


0.00 


0.00 


0.00 








Increas uypn 






1 10,000.00 




340,000.00 








e: Amt m ilVyr 
105 - 






1 10.00 




340.00 








Bgt 104 


















Confide % 






30 00 




30.00 








nee 


















level to 


















meet 


















increas 


















e in 


















105 


















Net kYEN 






33,000.00 




102.000.00 








increas mnv/wf 
e (vs. 
104 






OvJ.UU 




102.00 








budget) 


















Esti ma u v pki 






33.000.00 




102,000.00 








ted milVyr 

a mo i int 






33.00 




102.00 








in 105 


















th 


















out of % 






0.00 




0.00 








area 


















Remain kYEN 






33,000.00 




102,000.00 








in 9' n milVyr 
TCE 






33.00 




102.00 








In TCE % 






0.00 




0.00 








but not 


















in own 


















sales 


















group 


















Remain kYEN 






33,000.00 




102.000.00 








in 9ln mifVyr 
Sales 






33.00 




102.00 








Group 



















Related Budget Record # 



104 



105 
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Global Major Q 



Select Action 



Scope 


t Rank 


OiO 


R 


A 


o 



© Required 

TDK - Term: 104 

TDK Information Table 




Outside Sales (OS): 



Ralf HeHmann nl^ 



Sales Group Data 
Company: 
Sales Group: 



TCE 
1A 



Office: 

Sales Group 
Manager: 



DUS 

Noboru Saito 



Account Data 

O - Select If Customer Is a Major Customer 
© Customer: ^Siemens Munich ^ 



Territorial Account 



Saito jijvj 



Customer Group: 
Global Account 



Siemens jiitvi 
Noboru Saito 



•1H 



31 
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<Appendix 10A> 



2 '^ct^'^f^^^' * '^'^!^^tei*St^ 




Need Help Action Item 
Project Tracking ~ 



To: 



Tetsuo Sato/D.DUS/TDK.EU.Partsji 



Date: 99/10/13 18:54:08 



Subject: ^Siemens Munich j 
Description: 

^Rease check when we can supply the first samples, j 

Oe«tcd By: Y«$u«ki Fukuok*/D_DUS/TDK EU P*-ts 



<Appendix 12> 



v.')MDS_ONE 



|sS|TDK Electronics Europe Management Decision Support System 



B00 






f MDS.ONE 




<Appendix 13A> 




<Appendix 1 3B> 



» MDS ONE 
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<Appendix 14B> 




( 


NnrT | 








Last month 


08.1999 








■ Hem Grp 


Code 


Customer 


Budget 


. Forest 


Sales ':>■«■' 


usBudV 






U 


ML<3 1608 


224 


SIEMENS KAMP LTFT 


0 


83,794 


96,854 


999 


116 


999 |B| 




C32I6H10H CAP 


302 


SIEMENS KAMP LTFT 


37,369 


48,06! 


73,580 


197 


153 


999 ™ 


M 


WET 


WET 


SIEMENS INUERZBURG 


54,952 


56,779 


49,969 


91 


88 


103 ?<Z% 


1 


CI 005 TYPE 


001 


SIEMENS KAMP LTFT 


24,369 


36,953 


47,726 


196 


129 


999 


U 


MLG 1608 


224 


SIEMENS KAMP LTFT 


0 


0 


28,464 


999 


999 


109 u." 




C20 12TYPE 


003 


SIEMENS RECENSBRO 


0 


18,802 


19,476 


999 


104 


999 $0 


M 


IAIET 


WET 


SIEMENS LASUZE 


0 


0 


18,872 


999 


999 


"9 fcV 




C1608TYPE 


002 


SIEMENS BOCHOLT 


16,235 


1 1,939 


15,423 


95 


129 


30 


T 


VCO PCBTYPE 


FB5 


SIEMENS KAMP LTFT 


0 


44,409 


14,213 


999 


32 


36 }j& : 


1 


C2012TYFE 


003 


SIEMENS DELTTSCHLA 


, 0 


18,621 


13,167 


999 


71 


999 m 










340,423 


440,224 


469,506 


138 


107 


138 | 
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: ^MDS ONE 









II 

il 

it 

1 


f AIJ. J [Nnrt| 


OS 1999 (last month) 


Last Year 


1 

|; 

1 

j; 


CustGrp 




, Budget 


Sales 


Booking 


Bfi 




.'"Booking '7t 




ALCATEL , 


034 


63,653 


70,085 


56,036 


1.4 


68,219 


77,345 


i.i is 


PHILIPS 


036 


241,913 


263,300 


344,863 


\2 


409,409 


487,807 




IBM ' 


040 


58,887 


44,650 


117,327 


1.1 


38,918 


52,194 


i.i 


MOTOROLA 


045 


191,701 


331,654 


259,094 


1-2 


286,752 


246,301 


1.0 •# 


n 

i 

i $ 

il 


BOSCH 


059 


77,409 


69,303 


50,928 


1.3 


52,911 


30,776 




THOMSON 


073 


13,751 


30,412 


37,175 


\2 


35,652 


22,490 


0.9 


NOKIA 


034 


70,958 


66,300 


35,834 


1.0 


62,441 


30,919 


1.4 


SIEMENS 


121 


340,423 


469,506 


362,337 


1.3 340,919 


595,362 










































w 




GTotel 


1,058,695 


1,345,210 


1,863,594 


\2 


1,295,221 


1,543,194 


1.2 1 














!j|§( SEARCjj NEXT I BACK j PRINT f COPY I MONTj[FIELD MONTIES END jf; 
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104 term Sales Result Transition / Cust. Group Cust.Group=SIEr1ENS 




BACK | [ vs Bud j 



[ EXCEL j Delete Data Sheet 



Sales and Booking / Cust. Group Cust.Group=SIEMENS 





^tsjyearlJ 

■BooHng"?S£ 

I 



;;04.1 99 • 05.1 99 06.1 99 07.1 99 > OS 



.1 99 09.1 99 ; jl 9^*?: H 1 99 1 2; 1 

|lia^^_ar?| 

*EISales,C/o> 
^□ Backing ^ 

3.1 8 VJ.09A 8. ;; 10 .1 8 j&lil .1 8. pAA 2.18.^^01^^02.0^^03.0 




( BACK j [ B/B j [ EXCEL j E] Delete Data Sheet 
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REFERENCE No.8785609401 



< Appendix 17 > 
ISSUE DATE:99/06/02 



□ Approval sample (21 Evaluation sample 

□ Request for quotation □ Request for SPEC 



□ Spot order 

REQUEST SHEET 



AREA x71 



Company TEE 
VENDOR JAPAN 


Office 

CODE :JAPAN 


V-JAPAN OS NameHitoshi Seike 


SALESMAN : 

DEPARTMENT : 


HELLMANN 87856 

60100 


EXT: 110 








CUSTOMER 

AREA (TIKU) : 
DEPARTMENT/NAME: 


SIEMENS KAMP LTFT 
837300101 

X71 


5201 1 1 501 , 5201 01 521 , 5201 01 541 , 5201 01 501 , 5201 01 51 1 , 

FIELD : S 


DISTRIBUTOR : 




END USER : 
(Distribution Customer) 



SHIP BY 


AIR 


FRONT MARK 




DIVISION 
ITEM GROUP 
CODE 


T 

HIGH FREQUENCY BPF/LPF.VCO 
B3 High Frequency Devices Div. 


CODE 

GROUP OF 

DIV. 

SERVER 


B3G 
B 


TDK ITEM 
ORDER NO 
P# 


RX-VCO Y36 FOR P35 


QUANTITY 
REQ.DATE 


700 

99/06/25 


SAMPLE PRICE 
CURRENCY 


NO CHARGE 
YEN 


PRICE 




PRODUCTION ORDER 
START 

AVERAGE 




TOTAL LOTS 
OTHERS 




SET 

FUNCTION CIRCUIT 


CELLULAR PHONE 


APPLICATIONS 


H60 



NO 



ENCLOSED 



NO 



OFFICIAL CUST. NAME 
QUOTATION(Y/N) 
SPECIFICATIONS 
Comments and Enclosures 
Suspend 
REASON 

(SUSPEND) (STOP) 
Export Control 
COMMENT 
(SUSPEND) 
Received by 

(RECEPTION) 99/06/08Yoshinori 03 Sasaki/TDK-JP 

OFFICIAL TDK ITEM RX-VCO Y36 FOR P35 CODE 9FB00020 
Approval 

(APPROVAL) 99/08/19 
CONDITION 
Order 

(ORDER) 99/08/20 
Reply 
(REPLY) 

PLANNED DATE 1 . 

QUANTITY 

COMMENT 

Shipment 
(SHIP) INPUT 



DWG NO. 



Shinya Nakai/TDK-JP 
Origin Country 

ikuko takahashi/TDK-JP FT908001 5N 



RANK 



JPN ORDER NO. 
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CUSTOMER SERVICE 


LEVEL 
















Delivery - complete/on time 


% 














90% 


53% 


90% 


43% 


90% 


38% 


90% 


55% 


90% 


55% 


Delivery - part-shipped/on ti 


% 














10% 


5% 


10% 


4% 


10% 


5% 


10% 


2% 


10% 


2% 


PROPOSAL/REPORT 






ft NPDR (1/ Each OS) 


# issued Yr 


5 


1 


4 


0 


2 


1 


11 


2 


4 


1 


6 


0 


6 


0 


1 


0 


ft VA (1/ Each OS) 


• issues/ Yr 


5 


2 


4 


0 


2 


0 


11 


2 


4 


0 


6 


0 


6 


0 


1 


0 


0 IPS (1/ Each Member) 


# issues/ Yr 


10 


1 


6 


2 


3 


0 


19 


3 


7 


4 


14 


0 


10 


14 


1.5 


0 


ft Sales Report 


I issues/ Yr 


200 


59 


160 


33 


80 


54 


440 


146 


160 


100 


240 


22 


240 


30 


40 


7 


ft Annual Contract 


Note 4 


A 




A 




A 




' A 




A 




A 




A 




A 




MTBA Report (by 7th) 


par Note3 


A 




A 




A 




• A 




A 




A 




A 




A 




Consignment Report 


par Note 3 


A 




A 




A 




A 




A 




A 




A 




A 




MOPS Update (by 10th) 


par Note 3 


A 




A 




A 




A 




A 




A 




A 




A 




SIPS Update (by 5th) - 


par Note 3 


A 




A 




A 




A 




A 




A 




A 




A 





Notel; ft IS include Staffs except DD Office 



* Accm figure is average up to this month 
" Accm figure is the latest month's figure 



Note2: Over 9 months for Distributor Grp 
Over 6 months for Others 



Note 3: Preoaration/Cooclusit Dye Date 
Ac 16-20 A: On time 

B: 12-15.99 B: Delay -3 days 

C: 8-11.99 C: Delay - 7 days 

D: 0-7.99 D: Over 7 days 

F: No Submission 



Quality 
A: Excellent 
B:Good 

C: Need improvemen 
D: Disqualified 
F: No Submission 



<s^— .J 

) ' <Appendx19B> 

Management Target for Business Administration (MTBA) TERM 104 



Acc to Aug/ 99 



( REPORTING - 7TH WORKING DAY) 




Group 2 Total 



Total TUK 
Mushlake 



Target I Actual 



Group 3A 



Paris 87(6.0) 
Neveux 



Target 



Group 3B 



Mil 3.8(3.0) 
Ro 



logeon 



Target j Actual 



Group 4 



Gen 4.5(4.0) 
Rogeon 



ogeon 



Target [ Actual 



Groups 



FA 4.0(2.0) 
Higashlmoto 



Target j Actual 



Groups 



AnChaAEMC 2.0(1.0) 
Tame 



Target 



Total 



TCE 47.0(36.5) 
Total 



Target 



Note 1 



FINANCIAL ACHIEVEMENT 



Gross Profit 

Gross Profit % 
Freight 

Special Freight 
Motor & Travel 
Telephone 
Other SGA 
Total SGA 
SGA % 

Write Off Inventory 
Write Back Inventory 
B/E Sales-Monthly 
B/E % 



rjOQDM 
%ot Sales 
OOODM 
TJOODM 
TJOODM 
WHOM 
tCOOM 
TJO0DM 
% of Sales 
Acc % ot Sales 
Acc % oJ Sales 
Oem (million) 
% of Sales 



1053 
9.7% 
67.6 
0.0 
65.7 
13.7 
753.5 
900.5 



0.2% 
0.0% 
9.6 
88% 



936 
11.2% 
52.2 
3.6 
48.8 
14.1 
754.9 
873.6 



0.03% 
0.00% 
7.5 
89% 



859 
9.4% 
73.1 
0.0 
42.8 
9.8 
585,9 
711.6 
7.8% 
0.2% 
0.0% 
7.8 
86% 



865 
9.8% 
51.5 
56.1 
29.0 

7.3 
583.5 
727.5 
8.2% 
0.01% 
0.00% 

7.6 
86% 



315 
10.0% 

19.7 

0.0 

17.3 

4.3 
239.6 
280.8 
8.9% 
0.2% 
0.0% 

3.0 
94% 



344 
11.7% 
9.3 
24.6 
19.4 
3.5 
249.8 
306.6 
10.4% 
0.00% 
0.00% 
2.6 
87% 



666 
18.8% 
6.8 
0.0 
25.4 
4.8 
354.3 
391.3 
11.1% 
0.3% 
0.0% 
2.1 
60% 



570 
20.1% 

1.5 

0.9 

16.3 

3.0 
240.0 
261.6 
9.2% 
0.00% 
0.00% 

1.3 
47% 



344 
26.2% 

4.7 

0.0 

56.4 

6.4 
270.7 
338.2 
25.8% 
0.3% 
0.0% 

1.2 
91% 



280 
26.3% 
1.7 
0.0 
34.6 
6.0 
195.1 
237.4 
22.3% 
0.00% 
0.00% 
0.9 
82% 



116 
16.0% 
0.0 
0.0 



54 
14.6% 
0.6 
0.0 



3.0 
73.0 



12.7% 
0.0% 
0.0% 
0.6 



3.8 
83.1 



31.5% 
0.00% 
0.00% 
0.8 



4,678 
10.2% 
236.7 
0.0 
416.1 



3318.7 
4009.3 
8.8% 
0.1% 
0.0% 
45.7 
87% 



4,580 
10.7% 
196.0 
159.4 
423.8 



2872.2 
3780.3 
8.8% 
0.03% 
0.01% 
37.4 
87% 



Note 2 
Note 2 



ASSET MANAGEMENT 



ff mon. of Inventory 
Non-Move over 6 mon. 
Non-Move over 6 mon. 
Over 3 mths-No C/O 
No. of Mths Am 
A/R Overdue 

-3MTHS 
F/O Policy 

No. of Special Shipments 



9 Month 
%of Inventory 

Mk>.Yen 
%of Inventory 
fl Month 
%of A/R 
% of A/R 
Quarterly 



0.8 
0.0% 

0.0% 
1.7 



0.0% 



0.7 
9.1% 
32.8 
9.9% 

2.3 



0.6% 



0.6 
0.0% 



2.2 
1.0% 
0.0% 



0.6 
1.6% 
4.3 

m 

3.1 
3.1% 
0.5% 



0.7 
0.0% 



2.5 
1.0% 
0.0% 



1.1 
1.1% 
1.8 

551 

2.4 

2.0% 
0.7% 



0.7 
0.0% 

0.0% 
2.0 
1.0% 
0.0% 



0.5 
11.8% 
13.4 

5.6% 
2.2 
0,2% 
0.0% 



0.8 
0.0% 

N/A 
1.5 



0.3 
12.2% 
2.8 

1.0 



0.0% 0.7% 



1.0 
0.0% 

N/A 
1.5 



0.0% 



0.0 
9.2% 

6.0 

33.1% 




SALES ACHIEVEMENT 



Consolidated Sales 


%ot Budget 










100% 


99% 


pm 


pp 








! 


100% 


104% 


Local Sales 


% of Budget 










100% 


99% 






1 








100% 


104% 


Sales per O.S. 


YEN (mid) 


71 


65 


70 


69 


56 


50 


53 


41 


22 


17 


24 


12 


61 


61 


Sales per I.S. 


YEN (mW) 


80 


62 


102 


99 


70 


64 


59 


46 


44 


34 


49 


24 


82 


79 


Sales P.P.(ind Staff/PMD) 


YEN {mat) 


37 


32 


42 


41 


31 


28 


28 


22 


15 


11 


16 


8 


35 


34 


CUSTOMER SERVICE LEVEL 








Delivery - complete/on time 


% 


90% 




90% 


22% 


90% 


60% 


90% 


49% 


N/A 




N/A 




90% 


43% 


Delivery - part-shipped/on tj 


% 


10% 




10% 


3% 


10% 


4% 


10% 


2% 


N/A 




N/A 




10% 


3% 


PROPOSAL/REPORT 










ff NPDR (1/ Each OS) 


# issues/ Yr 


13 


0 


9 


2 


4 


0 


5 


0 


0 


0 


2 


0 


48 


5 


#VA(1/EachOS) 


# issues/ Yr 


13 


0 


9 


0 


4 


0 


5 


0 


0 


0 


2 


0 


48 


2 


ff IPS (1/ Each Member) 


# issues/ Yr 


26.5 


14 


19 


18 


8 


3 


9 


0 


11 


0 


4 


0 


102.5 


42 


ff Sales Report 


I issues/ Yr 


520 


59 


360 


108 


160 


64 


200 


25 


160 


68 


80 


0 


2080 


570 


ff Annual Contract 


Note 4 


A 




A 




A 




A 




A 




A 




A 




MTBA Report (by 7th) 


par Note3 


A 




A 




A 




A 




A 




A 




A 




Consignment Report 


par Note 3 


A 




A 




A 




A 




A 




A 




A 




MOPS Update (by 10th) 


par Note 3 


A 




A 




A 




A 




A 




A 




A 




SIPS Update (by 5th) 


par Note 3 


A 




A 




A 




A 




A 




A 




A 





Note3 



Note 1 : ff IS include Staffs except DD Office 



* Accm figure is average up to this month t 
" Accm figure is the latest month's figure 
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